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Message From The Executive Director

REGIONAL DIRECTORS
Region One:
(CT, DE, ME, MA, NH, NJ, NY, PA, RI, VT)
Rob Arey –Polar Caves Park, NH
rob.arey@polarcaves.com Ph: 603-536-1888
Region Two:
(MD, VA, WV, KY)
John Graves – Luray Caverns, VA
john.graves@luraycaverns.com Ph: 540-743-6551
Region Three: (IL, IN, MI, OH)
Claudia Yundt - Squire Boone Caverns, IN
claudia@squireboone.com Ph: 812-732-4382
Region Four: (AR, IA, KS, MO, NE)
Dennis Boyer - War Eagle Cavern, AR
wareaglecavern@gmail.com Ph: 479-789-2909
Region Five: (MN, MT, ND, SD, WI)
Tom Hagen - Rushmore Cave, SD
tom@rushmorecave.com Ph: 605-255-4467
Region Six: (CA, ID, NV, OR, WA, AK, HI,
Barbados, Bermuda)
Matt Doyle – Lake Shasta Caverns, CA
mdoyle@lakeshastacaverns.com
Ph: 800-795-CAVE
Region Seven: (AZ, CO, NM, UT, WY)
Steve Beckley – Glenwood Caverns, CO
steve@glenwoodcaverns.com Ph: 970-945-4CAV
Region Eight: (LA, OK, TX)
Ed Mayfield – Caverns of Sonora, TX
edmayfield@mac.com Ph: 325-387-3105
Region Nine: (AL, FL, GA, MS, NC, SC, TN)
Tim Lacy – DeSoto Caverns Park, AL
timlacy@me.com Ph: 256-378-7252

PO Box 625, Cobleskill, NY 12043
Phone: 518-231-5420
www.cavern.com

Greetings from the frozen tundra of upstate New
York. The groundhog never appeared in our part of
the world because his winter habitat will probably be
covered with snow until June! I have lived here all my
life and I have never experienced such cold weather
as we have had this year. As I write this, our temperature the past couple of
mornings has been -15 to -20 with wind chill factors of anywhere from -35 to
-50. The snow has piled up and there is no place to move it to, however, I'm
thankful I'm not living in the Boston area where they have had winter weather
far worse than I have with snow as high as the rooftops.
Your Board of Directors will be meeting the first week of March in St. Louis. We
will hear the latest from our Insurance Committee regarding the possibility of
becoming "self-insured." They are still in the data collection phase of the
project but getting close to submitting data to the alternative risk folks who will
be preparing feasibility reports. The more opportunity for premium we can
show in the NCA the more feasible it will be. You will find information within
this newsletter regarding the project. If you have not already provided the
needed data, we ask that you please do so and solicit the help from your
regional director if needed. They can put you in touch with Keith or Pat our
insurance guys.
I'm pleased to report that we have a few Federal and State Park caves back in
our membership. We welcome, Kartchner Caverns State Park, Blanchard
Springs Caverns, Rickwood Caverns, Jewel Cave National Monument and
Wind Cave National Park. Many thanks to the directors who helped bring them
into our fold.

Directors at Large
Steve Runkle - Cave of the Winds, CO
rsr@caveofthewinds.com Ph: 719-685-5444

LAST CALL... PHOTOS NEEDED... I am finishing up our collection of
photographs to be used for our 50th Anniversary. If you have been meaning to
get them to me, NOW is the time to do so. Our convention and gala celebration
is less than seven months away. We don't want to leave anyone out who has
been part of the NCA family these past 50 years!

Aaron Ginn - Sierra Nevada Recreation, CA
asginn@caverntours.com Ph: 209-736-2708

Bob Holt
Executive Director

The Ice Age Adventure Coming To Indiana Caverns
Indiana Caverns is currently developing a new supplementary attraction planned for completion in the spring of 2015. The
place holder name is “The Ice Age Adventure”, but we will probably settle on another name before actually opening.
The Ice Age Adventure will be kind of a cave
exploring simulating experience. Explorers will
enter through the skull of a sabertooth tiger in
between to approximately 7- foot long fangs. Then
they will crawl through nearly 400 feet of 30 inch in
diameter plastic culvert that twists and turns
underground until they discover the golden bones
(or whatever treasure we finally decide to place in a
small vault off to the side of the main culvert). They
will exit through another parallel culvert back into
the skull of the sabertooth tiger. All explorers will be
outfitted with a hardhat and light plus jersey gloves
for the adventure. We estimate the average
explorer will take 8-10 minutes to complete the
journey.
We excavated a 5 - foot deep trench in which most
of the plastic culvert was installed with the top of
the culvert about a foot below the surface. We placed a “tee” to the surface about 100 feet from the start for those who
may "chicken out”. The entrance is just to east side of our visitor's center courtyard about 50 feet from the front door. You
will be staring into the mouth of the sabertooth tiger as you walk up to the visitor's center, so you won't be able to miss it.
It is our hope that this new offering will become another
popular offering for children (and their active parents) to
do like gemstone mining; either while waiting for their
tour or after they exit the actual cave tour. Not sure how
excited the parents will be about going through it with
their younger kids; but we think the kids will love it.
I guess we are kind of guinea pigs on this one, as we
don’t know anyone, who has done anything quite like
this before. We will let you know how it comes out.
In addition, I am finishing up a book on The Geology of
Indiana Caverns and the Binkley Cave System, which I
plan to publish in April. The book will be about 125-150
pages in length and include many photos & maps.
Hopefully it will provide an outline of how the cave and
limestone formed in layman's terms. While I have been a caver for over 50 years, I have no credentials for writing about
geology, so I borrowed liberally from cave geologists and papers written by speleologists. Not sure how many privately
operated show caves have published a book on their geology? We will see how it goes. It is my desire to see more
research and scientific work done in privately operated show caves in the future. There is no real reason why 90%+ of all
cave research books and papers are done in federally owned caves.
The main purpose of the book is add to our selection of Indiana Cavern books to sell in the visitor's center. We have done
well selling The Longest Year- story of the development of the cave and Fifty Years under the Sinkhole Plain, which
indirectly lead to the discovery of Indiana Caverns section and a near doubling of the length of the cave. While we don't
make a huge amount of profit on these books, we don't lose money and we think it enhances the image of Indiana
Caverns and helps slowly spread the word-of-mouth especially among people who like caves and books on natural things.

Gary Roberson
Indiana Caverns

Sea Lion Caves Important Resource Within The Oregon Cape
Perpetua Marine Reserve
Sea Lion Caves is now officially an important resource
within the Oregon Cape Perpetua Marine Reserve. This
Marine Reserve stretches from the small town of Yachats to
Sea Lion Caves, approximately 14 miles in length. Within
the Reserve, marine animals are protected with limited
fishing and crabbing in some areas. With the Steller sea
lions a protected species and with California sea lions
moving into the area, we are working with the Oregon
Department of Fish and Wildlife and the Audubon Society,
to promote the Reserve and continue to protect the marine
environment so important to our fisheries and the locals
marine animals.
Sea Lion Caves and The Audubon Society are collaborating
on a joint venture in support of Sea Lion Cave becoming an interpretative center for the Reserve. Cameras have been
installed within the Cave, at our rookery (birthing and breeding area for the sea lions), and for viewing of the rookery areas
for our sea birds. Installing interpretative signage along our pathways and a new Cave video will be discussed during our
next collaborative meeting with Audubon.
We are nothing short of wild!

Boomer Wright
Sea Lion Caves

Bridal Cave Annual "Renewal of Vows"
Love was definitely in the air for the annual renewal of vows Sunday February 8th 2015
at Bridal Cave. A record of 209 couples renewed their vows in the Stalactite
Adorned Bridal Chapel. Couples came from 7 states across the US with the furthest
couple traveling from North Pole, Alaska. Collectively 4,367 years of marriage were
represented, with the longest being married 57 years and the shortest being married 1
month. Plans are already in the making for next years' Renewal of Vows set for Sunday
February 14, 2016.
Photo (left) of Joel & Merry Jones of
Linn Creek, MO, courtesy of
Lindsey Webster Photography.
Lindsey
Webster
(right)
is
associated with Bridal Cave and
she photographed the 209 couples
in February.
You may view her work at:
www.LindseyWebsterPhotography.zenfolio.com

NCA Buyers Talk
How Do You Know When You Have
Crossed The Line With An Overcrowded Gift Shop?
There is a fine-line between having a great selection of merchandise, and having a shop that is overcrowded. As
merchandisers there aren’t any clear-cut guidelines to help us determine where that line is; however when we see an
overcrowded store it is usually pretty obvious that they have crossed it.
This can happen very easily and is so gradual that we don’t
realize it has happened to us. Usually it is a result of
attempting to fulfill every customer request, regardless of the
potential for sales. As a result, per-person spending suffers.
When we don’t have the room to properly merchandise, our
shops start to resemble a storeroom, much like a
supermarket or mass merchant.
Warehouse-style merchandising is appropriate when you
operate a store that caters to societies “needs”. The ability to
walk in to a market and know exactly where all of the
breakfast cereal will be housed is a service to the buying
public. Of course mass merchants occasionally move the
categories around on us, which is an attempt to keep us in
the store longer. While this is frustrating, it works and as a
result we spend more.
In the travel industry we deal in “wants and impulses”. We are all familiar with the concept of p.o.s. (point-of-sale) impulse
purchases. The supermarket places the “wants” near the checkout areas. In our case, the whole store should use
impulse-merchandising. There is very little that we sell that can be classified as a “need”. Once we recognize that the
retail portion of our businesses are almost entirely impulse driven, we can start to see the negative impact that
warehouse-style merchandising has on sales. Impulse sales almost always appeal to the customer’s emotions.
A shop that relies on impulse-merchandising first and foremost, is easy to maneuver. Get a wheelchair and push it
through your retail area. Or better yet, before you open one morning get in a wheelchair and see just how easy, or not, it
is to get around. Imagine maneuvering during the Independence Day weekend. If it is challenging to do so, then you
have too many displays. This was one of the first things I dealt with at Fantastic Caverns. The first winter I removed six
displays and the slow-selling merchandise on them. I
know that is a very scary concept, however in doing so
this made the area much easier for the public to get
around, and in turn made the displays much more visible.
Impulse-driven sales rely almost entirely on visibility and
as a result that first season’s per-person spending
increased by nearly fifty cents.
When someone scans your store they should be able to
see individual displays; each with their own concept
showcasing one item, and not an aisle of gondolas (these
are used to warehouse merchandise). In turn, each
display should also send a subliminal message to “come
closer”. The object of the first tier of units is to pull the
guest to the front of your shop. Once there, your wall
spaces should pull them further in. In fact, the first and last tiers are the most important areas you have. They should
never be used to warehouse anything. They should be the most visual areas on the property. Make sure both zones are
lit well and the merchandise is on full display. For example…If either tier will focus on apparel, then you never want to fold

items. They should be hanging so that the characteristics that
make them unique are fully visible. Displays of folded apparel
should be located along the traffic pattern in the middle of your
store, and should not be the only way that you display it. These
focus on value and have signage that shows the value. If you will
be showing rocks and minerals in either tier, they should be
displayed as individual specimens and not en masse. Bulk bins,
like folded apparel, should be value conscious and along the
traffic pattern in the middle of your retail floor space.
When we are unable to
properly merchandise our
shops it isn’t because they
are too small, it is because
our merchandise selection
is too broad. Small shops can have as high, or higher, per-person spending as a
larger one. The key is to maximize what you have and recognize what you don’t.
If you have 500 square-feet devoted to retail sales you should focus on two or
three categories, at most. Assuming approximately 75 square feet for the cashwrap and queuing, that only leaves 425 for traffic patterns and product displays.
With an average display footprint of 3 feet and 4 feet for traffic flow, not counting
wall space, 6-8 displays might be the max.
The key then is to determine what your best-selling categories are. Still assuming
500 square feet; your two or three categories could be in quadrants of the store,
with the major traffic flow dividing them. That gives you approximately 100-125
square feet per each to create a “sub-store”.
While this sample layout below focuses on a wider traffic pattern than any of us can allow, you can see how your 500
square foot shop can be divided into areas that can each have a clear theme. With the focal points drawing you into each
quadrant.
Always keeping in mind that you are in the impulsesale business, you should keep your categories free
of excess merchandise and clutter. If something
doesn’t sell like you thought it would, get rid of it. It
isn’t doing you any favors just setting there getting
dusty.
While on holiday, the average American is not looking
for an “average” time. For a week or two each year,
we want to experience life in a way that we don’t the
other fifty.
We eat at restaurants we normally
wouldn’t, we visit attractions that we don’t visit at
home, and we purchase items that would normally not
even be on our radar. Most of these decisions are
made based on how they make us feel at the time.
With all this said, take a look around….and be honest
with yourself….are you drawn into your retail area?

Jeff Campbell
Fantastic Caverns

NCA Insurance Column - NCA members’ resource for
insurance information, news, education and industry hilarity!
Hosting a Safe St.Patrick's Day Get Together
With St. Patrick's Day right around the corner, many businesses
may take the opportunity to get festive with decorations or throw a
party. While this can be a great time to build morale, it could be
smart to contact a risk management consultant to help avoid any
liability risks.
Decoration safety
To get in the spirit of St. Patrick's Day, businesses may put up
decorations. However, doing so could create many potential
dangers and liability risks.
Avoid using any decorations made of untreated paper or plastic, as
these can create a fire hazard. When displaying decorations,
businesses should ensure they are flame retardant.
Breakable decorations could also pose an issue for companies. It is
best to avoid any glass that is easily breakable, as this can present
liability risk.
Companies that use any type of lights for decorations should also
be careful. If an extension chord is required, ensure that the outlet is
able to handle the electrical load or else this could be a fire hazard.
Decorations aren't the only aspect of the holiday spirit that could
present risk for a company. Those who decide to throw a get
together need to be wary of liability as well.
Party safety
To ensure they are faced with a limited number of liability exposures, companies should make sure they are throwing a
safe St. Patrick's Day party.
It is best to avoid serving any type of alcohol on business property, as this could also create significant risk. Should an
intoxicated employee cause bodily injury or property damage to a third party after leaving the office, the company could be
on the hook for some damages.
Companies that plan on hosting an off-premises party should ensure they offer plenty of nonalcoholic beverages in
addition to the alcoholic options. It is also important to make it a point to encourage responsible drinking. Also, companies
should make sure the bartenders asks for identification for anyone that looks under the age of 30 and cuts off people who
are too intoxicated.
If possible, it could be smart to hire a shuttle or car service to provide transportation for people who have been drinking.
In any event, companies that plan to through a party for St. Patrick's Day or any other occasion should always consult risk
management professionals to help reduce their liability exposure.

I got it from the Internet, so it must be true…
5 Little Known Facts About St. Patrick's Day
Even though St. Patrick’s Day is celebrated in numerous countries around the globe, there are only 3 places in the World
where it is an actual public holiday: - Ireland - The Canadian Province of Newfoundland, and - The Island of Montserrat 2.
The very first St. Patrick’s Day parade didn’t take place in Ireland. It was in fact held in Boston in 1737, however, the first
large scale such event took place in New York in 1762.
In 1780 George Washington allowed his soldiers a holiday on March, 17 as an act of solidarity with the Irish in their fight of
Independence.

The shortest parade route was reported to be in Dripsey in County Cork, Ireland. It stretched for a mere 23.4 meters
(approx. 77 feet), between two local pubs: The Weigh Inn and the Lee Valley. However, these days the shortest parade is
apparently held in Hot Springs in Arkansas. It spans 30 meters (98 feet).
It is hard to imagine bars and pubs in Ireland being closed on St. Patricks Day. Let’s face it, Guinness sales are soaring
on the day, however, up until 1970 all taps were dry on March 17th. By a law decreed in 1903, St. Patricks Day was
celebrated as a national holiday. All bars have to be closed on any national holiday and thus, there were no pubs open on
the St. Patricks Day. The law was finally overridden in 1970.
See more at http://www.staycity.com/blog/category-dublin/5-little-known-st-patricks-day-facts/#sthash.bxmKoXe0.dpuf
Contact Us: If you have any comments, questions or suggestions for the NCA Insurance Column

Heather Ginn
Insurance Committee
haginn@caverntours.com

Insurance Webinar - March 11th at 11:00 AM Central Time
Not My Claim - Techniques in Risk Transfer
(E-Blast at a later date to give log on / call in details)

WNS Report
The U. S. Fish & Wildlife Service, after much public feedback, is proposing a special rule under the Endangered Species
Act, which would apply only if they list the Northern Long Eared Bat as threatened, instead of endangered. In this case,
forest management practices would be exempted. From their press release:
For areas of the country affected by white-nose syndrome, the measures provided in the proposed 4(d) rule exempt take
from forest management practices, maintenance and limited expansion of transportation and utility rights-of-way, removal
of trees and brush to maintain prairie habitat, and limited tree removal projects, provided these activities protect known
maternity roosts and hibernacula. The proposed 4(d) rule also exempts take as a result of removal of hazardous trees,
removal of northern long-eared bats from human dwellings, and research-related activities. These measures are designed
to protect northern long-eared bats when they are most vulnerable, including when they occupy hibernacula and during
the two-month pup-rearing season from June through July. The greatest potential restrictions would be during these
months, with reduced restrictions at all other times.
In parts of the country not affected by white-nose syndrome, the proposed rule recognizes activities that result in
incidental take of bats are not imperiling the species, and all will be exempt from the act’s protections.
The decision is scheduled for April 2nd.
New Locations
The Wisconsin DNR has found WNS on 2 bats in a cave in Dane County.
In Michigan, it has been found in an abandoned copper mine near Mohawk.
Other
th
th
Lincoln Caverns hosted its 9 Batfest on February 14 .

Patty Perlaky
WNS Chair

Questions & Answers Regarding Where We Are Going With Our NCA Insurance Program &
Why We Need Your Input

Why should the NCA create its own Association Sponsored Captive Insurance Program?
First let’s define a “Captive” as it relates to the NCA:
»

An insurance program created, owned and managed by the NCA and its members, to provide
insurance services for show caves.

»

When we buy insurance we are “financing risk”. A Captive Insurance Program is an alternative form of
risk financing.

What are the benefits?
»

In the conventional insurance market, like we are all in, we have very little to no control over our
coverage. With an NCA Captive Insurance Program we gain more control over deciding the risks that
should be covered and what the premium should be. Who knows show cave risks better than show
cave operators?

»

Utilize economy of scale with other caves to generate premium savings and gain from negotiated
profits/dividends with insurance companies. Wouldn’t it be great to get money back when we have
good loss experience (minimal to no losses paid out by the insurance company)?

»

Gain control over how you currently buy insurance and manage your exposures - This will reduce your
overall cost of risk!

»

If you have good loss experience and want to continue making your insurance company rich, you
should remain in the conventional insurance market where you are. If you want to take control and save
money then it's time to help the NCA create an Association Sponsored Captive Insurance Program!

»

An Association Sponsored Captive Insurance Program is all about NCA members getting more control,
better coverage and saving money in the long run.

We need your help!
»

To determine if an Association Sponsored Captive Insurance Program is feasible for the NCA we need
data from your cave. Please complete the feasibility workbook and provide loss experience for the last
six years. Open Here: Workbook For Data Collection 2015

»

If you need help with your workbook, please let us know! We can assist you or you can have your local
agent complete the workbook.

»

Contact for help and/or send Workbooks and loss experience to:
Nadine M. Moser, Account Executive, Pro Insurance
13159 W. 143rd Street, Suite B, Homer Glen, IL 60491
Phone: 708-675-1535, Fax: 708-675-153
nmoser@proinsuranceservices.net

ISCA Meeting Oct 17-24, 2015 Germany - Austria
Many greetings from the Saalfelder Feengrotten and the Eisriesenwelt Werfen to all members of ISCA. We welcome you
to the first official circular of our meeting in Germany and Austria in fall 2015. While we get dresses up our grottoes and
caves for the new season, we are planning a program that gives you an unforgettable impression of our countries - as
possible in these few days.
A perfect mixture of nature, history and living
towns – this is, what our program offers to
you.
The metropolis of Berlin has great culture,
architecture and an international flair.
The beautiful town of Erfurt enraptures
visitors with a spirit of tradition and
modernism. From there we visit the Saalfelder
Feengrotten and we discover nature, other
grottoes and history of Thuringia. In Austria
we visit the Eisriesenwelt and we explore the inspiring town of Salzburg which is full of music, art and culture and
experience the past in castles and on fortresses.
Moreover, we will also have meeting sessions in our program and dinners together, to get in touch and exchange ideas,
experiences and news from our daily work.
Here you will find the detailed program for the ISCA Meeting and preprogram in Berlin, also the registration form for the meeting and the
reservation forms for the hotels. We kindly ask you to contact and book
the hotels on your own and pay them directly.
To participate, please fill in the registration form and send it back to the
Saalfelder Feengrotten. After getting your registration form we will
send you an invoice and you can pay your participation fee directly to
us. Because of limited participants we kindly request you to registrate
as soon as possible.
You will also find this information and the forms on our homepage
www.feengrotten.de/ISCA.
To get some impressions visit the following page: ISCA 2015 Brochure
This first circular you receive from Renata Marinelli. If you have any questions or you need further information, please
don´t be shy and contact her or us! ISCA 2015 1st Circular
We wish to welcome you from all over the world here in Germany and Austria to our ISCA Meeting 2015.
Your teams of the Saalfelder Feengrotten and the Eisriesenwelt Werfen

Going Underground: 10 Caves & Caverns To Explore In America
http://www.msn.com/en-za/travel/news/going-underground-10-caves-and-caverns-to-explore-in-america/ss-AA94FP2#image=5

Thanks to Judy Turilli of Meramec Caverns who sent this link along to us... found by one of her tour guides.

Affiliate of the Month
Hello Again NCA!
Greetings from the Sandy Creek Mining team in snow covered Ohio! 2015 has
arrived with much excitement out of the gate. As we move toward the end of
winter and our business seasons return many NCA members have already
scheduled their loads in preparation for a big year. 2014 was another year of
growth for our company bringing new equipment and automation to ensure we
continue producing and improving a quality product. Thank you all once again
for your patronage the last 24 years! It all started with the you folks in the
NCA!
So far in 2015 Sandy Creek has sent several loads abroad
including Japan, Ireland, France, and Norway with many more to
come in the following months. We have participated in several
articles with SGNM and glad to read the comments from our
friends in the NCA who have also participated. As many of our
customers move toward new or improved POS systems we are
happy to provide and revise personalized labels for the mining
rough bags and take home collection bags meeting the needs of
our NCA members. We feel it is very important to assist our
customers
in
promoting
their
location
through
the
personalized take home collection bags.
Looking forward to seeing everyone at the NCA 2015 Convention
at Cave of the Mounds in Wisconsin and celebrating the 50th
anniversary of the NCA! Please let us know how we may be of
service in 2015 and beyond, Thank you!
Sincerely,

Woody, Terrie, Jason, Justin
and the rest of the Sandy Creek team

Sandy Creek Mining Company
PO Box 88
522 S Poplar St.
Fostoria, OH 44830
www.sandycreekmining.com
Email: info@sandycreekmining.com
Phone: 419.435.5891
Fax:
419.435.6690

From Deep Down In The Archives...

Convention 2005 Bowling Green, Kentucky - Lost River Cave & Valley




















NCA Mid-Winter Board of Directors Meeting, Renaissance Airport Hotel, St. Louis, Missouri, March 2 - 4, 2015
NCA Webinar - "Not My Claim-Techniques In Risk Transfer," March 11, 2015, 11 AM Central
23rd International Karstological School & 50th Anniversary International Union of Speleology (UIS), Postojna, Slovenia,
June 15 - 20, 2015
NSS Convention 2015, Waynesville, Missouri, July 13 - 17, 2015
th
NCA Convention 2015, (50 Anniversary) Host: Cave of the Mounds, Blue Mounds, Wisconsin, September 21 - 25, 2015
NCKRI -The Sinkhole Conference, Rochester, Minnesota, October 5 - 9, 2015
ISCA 2015, Germany & Austria, October 17 - 24, 2015
IGES/SSS 2015, Sevierville, Tennessee, November 3 - 6, 2015 & Pigeon Forge, Tennessee, November 4 - 8, 2015
Smokey Mountain Gift Show 2015, Gatlinburg, Tennessee, November 4 - 7, 2015
IAAPA 2015, Orlando, Florida, November 16 - 20, 2015
Tucson Gem and Mineral Shows 2016, Tucson, Arizona, January 30 - February 14, 2015
NCA Mid-Winter Board of Directors Meeting, Renaissance Airport Hotel, St. Louis, Missouri, February 22 - 24, 2016
NSS Convention 2016, Ely, Nevada, July 17 - 23, 2016
NCA Convention 2016, Host: Squire Boone Caverns, French Lick, Indiana, September 19 - 23, 2016
IAAPA 2016, Orlando, Florida, November 8 - 11, 2016
Tucson Gem and Mineral Shows 2017, Tucson, Arizona, January 28 - February 12, 2017
NCA Convention 2017, Host: Mark Twain Cave, Hannibal, Missouri (Dates TBD)
IAAPA 2017, Orlando, Florida, November 14 - 17, 2017

Got News?
Please make sure you let Bob Holt know when you have news to share with the membership regarding you and your cave. It is the goal
of the NCA office to produce more issues of Cave Talk and this can only happen when you help with the sharing of your news. Please
send your articles, photographs to bob@cavern.com.

April 2015 Cave Talk Deadline
Please have all articles to Bob Holt no later than March 15. Thank you.

